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besieged for ten year by the

a man to men contest Cell at
through and wUe. Toe

wooden boras within whose
' bellow aides some .Greek warriors were

concealed was the Instrument by which an
end was pat to what seemed en endless en-

terprise. Two peoples bad years
and many lives both of great leaders and
common men before the besieging Greeks
devised this lnslrument of success

Snoe all Is fair In Jove and war, we may
forest the wfle involved; which probably tad
no more oC falsity In It than many of their
other and films It Is certainly
evident that they saved another ten years
of struggle slnco each was so stubborn wl th
Its waste, by a great device,

by men to be sure, but to which
man were

The natural resource! of the world suf-
fered siege for hundreds and thousands of
years men ""w"r but febrile and wasteful
Sorts to conquer sea. and land but not until

great and colossal Images,
which were the of the might
of man and beast, had been were
the opposing forces of nature subdued. That
natural scoop, the band, gave place to shovel
and then to steam shorel. Tbe crane was

W"tr man's arm seem but a puny
tTvff as compared with Its reach and lift
The steam engine came and generated more
energy than dozens of men could generate
even In the strongest of bodies. Tbe coeklo
shell, lifted by erery ware end overturned
by winds of least violence, gave place to
lerlathas ships, which men may safely guide
if they wQl from port to port through the
greatest of ocean storms.

of the most numerous sorts
have multiplied man and horse power. Mr.

Emerson In -- Twelve Principles
of says: "BXjrty years ago I
watched the workers on the Sues canal.
Manyiof them wre girls, digging up tbe sand
with their bare angers, scooping It into the
honours of their hands, throwing (t into the
rush basket each had woven for herself, lift-

ing the baskets to their heads and carrying
the load of 30 to 30 pounds a hundred lest
cp the bank and

Panama excavation Is being done by
steam shovels. Recently I watched one of
them at wcrk. The fingers of the Egyptian
girl ""1 grown into a thousand times larger
steel claws that dug and shaped tbe shat-
tered rock " dirt, the hollow of the girl's
ir.d hrt developed Into a scoop containing

two cable yards, or fire thousand times as
much as hertnro bunds could bold; the rush
basket had grusu Into a train of fiat cars;
the shapely arm of smooth flesh covering
muscle snd bone bad grown Into a great
beam moved by rtin, flinging great loads
on to the Cat cars, and Instead of the 100 feet
of walking, long trains ran perhaps twenty

to unload."

Man of tbe Tool. '
Mr. Emerson with

the new need laid upon men because
of change from the tool's being an ad-

junct cf man, as in the stone age, to the
difference In our age when man has becoroo
the adjunct of the tooL One of his ways
of It Is to say that the energies
of today are not Incarnate but uncamste,
not of """. but of machine. The machine
Is the thing, and In a very large sense we
must ourselves to It, be Its ser-

vant.
Any great Is 'a colossal ma-

chine, or tool, for doing work that could
not otherwise be done, but It requires men
and maid servants, there Is in
It a large admixture of the human often
very perverse elements. This machine has.
In none of the detailed per-

fection of sucb a machine as a locomotive
or but men of vision believe that
it might have, that a great of
waste might be effected, with a great

gain In efficiency. It Is beginning
to be expected that a man of reasonable

will himself, as It
were, and become an element of a perfectly
to be estimated output, when he happens
to become a part of a great tool, but too
many men prefer to bo like the pebble In

the works of a watch. They feel that it Is
a tribute to their individual power to stop
the movement, or at any rate, not to let It
go forward any faster than they
decree, no matter what Its inherent capacity.

New and splendid ways of doings things
In great are being devised by
the bst those who must help
In the doing man the tool often so ding
to the past and to their personal

that the tool for the wonderful work
Is a failure, wholly or in with
the It might attain. The man
who executes can make Ineffective the best
devices of the great planner, yet no man be-

comes lea a rn" by fitting hlmslf to the
place he has to fill, any more than be loses
his when be tarns to the right
to avoid, collisions, and takes his turn when
it Is a matter of being served m his place.

In any of men there Is, or
should be, an orderly sequence from top to
bottom or from bottom to top. Ideally this
sequence should be as perfect as that from
seed to fruit again. It never la.
therefore the resales are to some-

thing less than full ripeness, or what might
be expected at maturity from efficient exer-

cise of each energy.

Up from
That the of product In great

working bodies are what they are. the
differences In output between what is and
what might be so crest. Mr. Emerson finds
to be due to a clinging to the old form of

" In American a

A steam cooker for use in connection with
an ordinary residence radiator recently was
patented.

A flexible metal awning patented by two
Texas man can be lowered over a window to
protect It from fire.

Bum mining a street car fender la one in-

vented la Germany that will pock op a person
struck by an

To hold a miter Joint firmly while it is be-

ing glued is the aim of a simple clamp in-

vented by a New Jersey man.
A register has bees patented to record1 the

timer a locomotive safety valve is open as a

Among Men Who Work with Haad or Brain
Learn Your Relation to Tools

to Make the Most of Yourself.
By MADDOCKS.
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successful men becomes president he selects
his staff, bis cabinet, and he puts it up to
them. Each In turn selects his staff of
managers and puts It up to them. The
manager selects his superintendents, and
passes the power and respontlblllty on to
them. The superintendent selects foremen
and delegates to them the power ' to make
good.' The foremen select their workmen
and transmit to them the power to do the
thing the president really wanted.done. Tbe
man at the bottom, with the least spare Urns
to plan, the least training, the least compen-
sation, runs the whole affair. This Is tbe
type so usual, so universal, that many will
show amazement that It is questioned."

Mr. Emerson, efficiency engineer, would,
for efficiency's sake, reverse this order, build-
ing up from the bottom instead of dictat-
ing from the top. He would have his or-

ganization an Inverted pyramid, tbe head
man supporting Itxrf. Hie a veritable Atlas.
Imtend of being supported. "Saving re-

versed the relation, of th worker to his tools,
we toast of necessity reverse the relation
of officer to private, of official to employe;
we must reverse the administrative cycle
The employe no longer exists merely to
aggrandize and extend the personality of the
employer, but the latter exlstseoiely to make
effective the totally different function of the
employe. The laws are applied by officials,
each of whom is servant to the men over
whom he has directing control."

Have we not here a strictly modern in-

terpretation of the scriptural doctrine, who-
soever will be great among you let him be
your servantT The first, or chief, shall be
minister to all, by reason of his very right
to be chief, his greater knov. ledge of every-
thing The man of the greatest power must
feel the greatest responsibility. He may dele-
gate work, but he cannot shift responsibility
on to some other man's shoulders

If the ideal tor an organisation should b
universally promulgated, posted everywhere,
leaving no man to work vaguely, uncertainly
or aimlessly, but each feeling himself and
his work an essential part of the whole, Mr.
Emerson believes that " Industrial organiza-
tions could attain the same high degree of
individual and aggregate excellence as a
baseball league." But his favorite example
of efficiency la the locomotive and Its man-
agement " There can be no legitimate con-
flict .between rails and locomotive, between
locomotive and Its engineer and fireman, no
legitimate conflict between engineer and dis-
patcher, no conflict between dispatcher and
time table although the time table defines
to a second the running time of a train
going at extremest speed for a thousand
miles or more."

Efficiency in Dispatching'.
The seventh principle of efficiency of Mr.

Emerson's is this one of dispatching. He
says: " Railroad dispatching as to passenger
tralns is of a very high order of excel-
lence: as to freight forwarding It Is gradually
emerging' from the dark ages, perishable
freight going forward almost with passenger
regularity: wrecks, slides, snow are taken
care of with a dispatch of tbe highest order
of excellence; railroads are even built on
schedule time: but considering the expendi-
tures that are not dispatched, and those that
are Inefficiently dispatched, the general dis-

patching efficiency, even of railroads, la not
over SO per cent, yet there are few activities
that do aa well as railroads."

We are In the Infant stage as to onr
reallzailoo of thegreat wastes that have been
and are going on in the world There la com-
ing to be s feelhsg that the most serious end
disheartening' waste of all is that of men. of
their time their talents, their very life.
When their condition Is of the very lowest
we speak of It as maladjustment, meaning a
situation over which tbe sufferers have no
control But higher up the same word ap-
plies, for a man may get but a third or a
half from his effort that h should because
he maladjusts himself. His Is the fault In
this case He blindly or willfully does not St
himself to the tool he serves

This Is a more serious matter than for-msr-ly

because today things move with such
speedv If a man makes the very best use of
his time he has all he can do to keep up: if
he willfully waste It. though he seems to be
Injuring another and may be. be is the great
loser Such mischiefs are like young chick-
ens, they will come borne to roost.

The smooth track has to be put under the
fastly moving railroad train. A crooked rail
has no place there. In the early days of the
locomotive various animals and even some
poor Indians tried odds with it, when it was
their part and for their best interest in this
situation to stand aside or attend to some-
thing else

If a marrs temper unfits him for assisting In
making a great tool efficient he ought at
least to know enough to keep out of its way.
His interference or attempt to gain some-
thing for himself while he thwarts Its ss,

cannot be in the end. successful. If
he Insists on remaining in the organization
and he can find associates of a like mind,
their lack of accommodation may work a
good deal of mischief, but not once in a
hundred times will they make any real per-
sonal gain, although the satisfaction of be-
ing perverse Is undoubtedly equal to Cat-
tery to some men.

No man who prevents any other or any
working Instrument from doing his and Its
beat work has any right to the respect of
men of probity. A man who willfully lessens
a product of a factory or organization by
either openly or unOerhaadedly thwarting ef-

fort of machine orman Is doing a despicable
thing And be is preparing a boomerang
that will surety come home Individual or-

ganization or society may also suffer, but In
the long run he Is the sorriest loser.

Products of Inventors' Genius.
Bedding can be thoroughly aired oou rack

to bb suspended outside a window that has
been Invested by an Illinois woman.

A utensil in which meat may be cooked and
then automatically cut into pieces of equal
size has been invented by a Massachusetts
man.

A lead pencil sharpener Invented by aCall-- f
omlan operates like a pair of scissors, one

blade holding a pencil while the other cuts
away pie wood.

A New York engineer has invented an ap-
paratus for distilling In a vacuum, for sep-
arating such volatile metalsas arsenic and
antimony from others without oxidation.
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The Average Man, feeling thai hir labors had entitled kirn to the luxury of a cigar, turned into a doorway
between two six fool signs and an imposing array of plate glass. The interior of this cigar store was resplendent

with light and life. Courteous, smiling clerks handled customers who bought quickly and left. A "Thanh you"
that had sincerity behind it went with every purchase. Business was distinctly good. Leaflets en the counter

informed the reader as to location of the concern's forty-nin- e other So the Average Man, whose curiosity
was by this time fully aroused, asked for the proprietor and put Ike magic question:

-

The proprietor came out from behind the count r and unfolded his tale of success as follows:

THE MONEY
Chronicled

. , - EVENTEEN years ago." be began,
" I started In th cigar business

" with a stand in e downtown office
building. It took me Uss than two
months to make up my r"- - that

there was a distinct limit to the amount of
business to be obtained there So I sold) out"

" At a profitr asked the Average Man.
"Tea," said th Successful Cigar Me-

rchant " Here it Is, handing th Average
Man e list of the other forty-nin- e stores.

The Average Man wared tbe list aside.
" I've seen that Go ahead "

And tbe Successful Cigar Merchant re-

sumed his tale. " After I'd disposed of th
stand I relocated In a residence neighbor-
hood. My first store was a smell on, but
trade wes good that Is, average. One day
a canvasser dropped in end before he left
sold me a stock book. Convinced me that
it was a good' thing. So I began taking in-

ventory of my stock. Entries from my cash
register at th end of ach day kept it al-

ways up to date With very little trouble, by
to this stock book. I knew when to

order and what to order. It was sn excel-

lent way to watch the sales, too. Showed
Just what items sold and their relation to
other items.

Watching the stock book soon developed
the. fact that nickel cigars msde up over 83
per cent of my sales. Of course, I knew that
before, but tbe stock book brought the fact
forcibly borne Making Inquiries moss
other cigar merchants, I found that the sam
thing held true with them. In other words,
the American public or the largest part of
It smoked th 6 cent article.

Then I began studying tbe advertising end
of it I wanted to advertise my buslnecs get
more trade but I couldn't afford to spend
much money. Then, again, I had to concen-

trate In my territory couldn't afford to tell
people who never got down my way about
my store

Cigannaker in Window.
On a trip downtown to one of the whole-

sale houses I noticed a dgarmeker plying
his trade in the window of a store. Quite a
crowd In front too Crowds usually result In
customers Thinking that possibly here was
a solution to my advertising problem. I
walked In and. telling the owner who I was
and what I wanted got a good deal of in-

formation from him The clgarmaker in
the window was a business brlnger all right
but he cost too much. Increase In sales waa
not large enough to pay Increased expense
He was making 10 cent cigars" couldn't
make a 5 cent cigar altogether by hand and
sell it profitably," said the roan behind the
counter And the trouble as trade did not
run to the 10 cent brand However, 1 bad
the information I waa after, and after thank-
ing my informant I left

One thing wss settled in my mind, how-
ever A clgarmaker in my window would
bring business to the store. The ony ques-

tion was how to utilise him profitably I am
a great believer in the old saying, " When
you know what to do It's easy to find how to
dolt" One thing I knew was wrong with the
other fellow's plan, and that was the 10 cent
price on the cigar he made F1e centers
were what the people wanted, and the best
way to succeed is to supply demand That's
a whole lot easier than creating It

So I was two steps on my way to an Idea
A 6 cent cigar made In my window where
people could see the operation and be at-
tracted by It Finally I decided to see If my
problem wouldn t solve Itself I Inserted a
want ad In one of the big dallies for a clgar-
maker Only one man applied He told me
that he wasn't particularly anxious to go to
work applied more to see what I had to
offer than anything else said he Intended
to go Into business for himself If he didn't
find a Job that was Just what he wanted
That struck me right between the eyes
opened up both of them wide.

" What kind of cigars are you going to
make If you go in for yourself? "

" Hand msde 10 centers, ' he answered
" How much money can you make per cigar

after you've paid your rent and light and
cost of selling? "

Accepted My Proposition.
He was a pretty intelligent fellow, and he

had a figure on this.
" How many 10 cent cigars can yon make

a week" I asked him.
He told ma'
" Now," said I " If you tamed out 5 cent

cigars, which require far less labor, how
many could you.roake?"

He knew that too, so I.got busy with a
pencil and made him a proposition to go to
work In my window and pay him so much
per cigar, whether they sold or not and fur-
nish him with space and material for mak-
ing. I put the proposition to him so that
It was practically a case of being in business
for himself without entailing any Inves-
tment

The clgarmaker agreed to my proposition.
It appealed to him I dated our agreement
far enough ahead. to give me time to get the
window ready for him. my cigar factory li-

cense, stock, boxes, labels, etc
The window cigar factory was a success

from the start The 5 centers, made fresh
every minute, sold over the counter, and sold
fast The proposition was a winner, and
my Increased trade. Instead of costing me
money, was yielding a nice profit on every
dollar taken In Trade soon reached the
proportions where another clgarmaker was
necessary and my man took on an appren-
tice.

At this point I began to get ambitious and
started out, to wholesale the cigars we were
so successfully retailing. No success. Other
dealers couldn't see the advantage of taking
on my unsdvertlsed brand simply because
the goods were fresh and a good value, Don't
know as I blame them. And the came of my
cigar was against It My name Is Hudson
and I called the cigar " Hudson's Pride."
That was a stone wall when It came to put-
ting it In another man's showcase.

Somewhere, sometime, some one "" said
in my 'presence. " A. good name goes a long
way In selling an article;' That remark
stuck, and It cams particularly home In this
case, for 1 certainly realized the shortcom
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THAT CAJME IN SMOKE
by 1KV1INU K. ALLHIN.

ings of the name of my cigar And let me go
on record right now as saying that It's no
easy matter to get a good name for a Decent
cigar. Th field has been pretty thoroughly
worked over.

Good Name Is Everything.
After a great deal of thought I hit upon the

same. " Telegram "short snappy, and easy
to remember.

The more I thought about " Telegram " the
better I liked it. A field of good advertising
possibilities nras opened up by the name,
too. Finally I decided to put my little sav-
ings back of myi clgan The goods I knew to
be good and the name "Telegram " I firmly
believed a winner.

An advertising man who lived In the neigh-
borhood and bought his cigars from me got
quite enthusiastic when I told him tbe name,
and although his possibilities of profit were
at that time slim, pot in a good deal of time
with me evenings working out details of the
plan. I will frankly admit that his efforts
were largely responsible for the success of
" Telegram." Today that roan Is drawing
down 115,000 a year as my advertising ad-
viser, and he's worth every cent of It"

" Pardon me for Interrupting." said the
Average Men. " But do you own the Tale-gra- m

fio cigar business?"
"I do," answered the Successful Cigar

Merchant
" Then why. with a minion dollar wholesale

cigar business, are you running these retail
stores?"

" These stores," explained the merchant
" are my hobby. They represent the Weals of
retailing I built during my days behind the
counter. They are playthings, but big profit
makers as well, although the) are ' small
change ' compared with the other end of my
business."

But to get back to the blrtb of "Tele-
gram." The advertising man and myself
designed a label which was an absolute fac-
simile of a telegraph blank. We put jeHow
bands on the cigars. Big show cards In the
form of yellow telegraph blanks were printed
and as proof that our first efforts.on " Tele-
gram " were good most of these cards are
still In use.

How to Create Demand.
So, with high hopes, I started out to sell

"Telegram 6c cigars. But they dldn t
sett The dealers said the liked Urn name
the cigar was good but what they wanted
was a cigar that would sell something that
people wanted and called for

So my advertising friend and myself eat
down that night to what I now believe was
the most Important conference of my busi-
ness life. How to create demand. That was
the question. And It was a puzzler, too. I
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FINISHED PISTOL,

one practices with a pistol at
WHEN he generally expects to hit

mark once In a while. The
shows how to make a pistol,

which Is none the less Interesting
because the youthful markemsn never knows
Just where the missile is going to itrlke.

Instead of bullets small squares of paste-
board as abown at D. are used In this weapon.
Where" these strike after being shot from the
gun depends entirely upon their shape and
size, so that in using the pistol there Is a
great deal of fun In watching the evolutions
of these whirling hits of pasteboard In the
air. Indeed it often happena that these " bul-

lets." instead of bitting the mark, win come
back again to the marksman and land at his
feet

The missile being so light there la practi-
cally no danger in Its use either Indoors
or out, and a pistol of this kind Is easy to
make. Get a few pieces of wood and a sharp
knife and go to work.

Can Be Made Any Size.
The body part of the gun is shown in the

drawing and can be enlarged to any size you
desire. Mark the outline carefully on a piece
of one-ha- lf Inch wood which has been planed
down, and either saw It out or cut It with
your knife. An open part Is cut In the little
side blocks (C), as shown by dotted lines In
the lower sketch Below this a silt Is cut

had no money to spend In the more expensive
forms of advertising, and as e matter of
fact that very thing ltd to th idea that pet
our deal over, although short funds lookel
like a great big obstacle at that particular
moment

About i o'clock that morning we hit the
real Idea. Two days later I started out with
a sample box of " Telegrams and the knowl-
edge that behind my goods was a proposi-
tion that couldnx be turned down.

When dealers sprung the talk about " lack
of demand " I stopped them short

" If you will put In tbe goods I win create
the demand. Put in a stockof "Telegrams."
Don't pay for them until they are sold. If
at the end of two weeks you're dissatisfied,
send them back end you haven't invested one
cent"

(They couldn't Just ace bow I mas going
to create the demand, but so long ss It didn't
cost anything they were willing to give it a
trial.

The minute e dealer put in a stock of "Tele-
grams" we stationed a boy outside hlx door
Tbe boy was dressed like e messenger end
he handed every single passerby a facsimile
telegram which waa printed with an imita-
tion typewritten message advising him to
buy and try the Telegram Cc cigar.

The Idea was a novelty. It was inexpen-
sive advortletog. It's instant appeal did tbe
work. Individual sales from these different
cigar stores were so large that they paid
our " advertising expense " and a profit as
well. In fact some stores found themselves
with only one 5 cent seller end t was
"Telegram."

Novel Window Advertising.
Every penny went back into the business.

Next step, remembering bow the window ex-

hibit had created business for my retail
store, I started window exhibits on "Tele-
gram " A plain pise table in tbe window
fitted with a telegraph Instrument end a man
apparently receiving messages, comprised
the outfit. As the telegraph instrument ticked
he would write down tbe message and hold
It against the window for pessersby to read-A- ll

the messages told the reader to buy a
"Telegram" We blockaded the streets with
this 'window, and what's) more we sold the
cigars

Tbe next step was to organize a cornpacyi
We had the trade on 5 cent cigars in my
home' city In the palm of our hands on the
"Telegram" brand. So we branched out-bec- ame

national. Ao3 well, you know tbe
rest

" It's business Idea history." said the Av-
erage Mas, biting off 1Ii end of a Telegram
cigar and walking away " There's) no rule
for that case. Ideas that's oil."

That Won't
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By JACK KNEIFF.
through which the trigger stick (T) will pro-

trude up Into this opening and pivoted on
the nail (P) From here a small swing (B)
runs back around the nail (N) and up. to
fasten to the trigger stick (T), held up by a
smallspringeaown under It at (W) It Is easily
seen by this arrangement that v. hen the
trigger (T) Is pulled, thus pulling tbe string
(S), the trigger stick (t) Is puUeoV down
against the spring.

A rubber band (R) furnishes the Impulse
for this gun and Is hooked around the top
of the stick (t) when pulled out to Its set
position. When the trigger is pulled, how-
ever, this stick drops down so that the rub-
ber band slips off the top and snaps forward.
A short distance to the front Is the missile
or paper bullet (D). which Is stuck Into a
silt at the top of the barrel, but not too
tightly.

Rubber Shoots Missile.
The rubber, knocking it out from this silt

drives It forward with great speed, the whirl-
ing making it do the various contortions' and
evolutions In the sir. It Is thus easy to see
how th pistol works.

After the barrel part to cut out and tht
hole bored where the trigger stick (t) fits, an-
other hole shown at (b) is-- bored horizontally
for the string (S) to run through. The nail

spyLij
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Courtesy as a
Business Asset

By G. W. STEARNS.
T pays to be courteous. No matter

1 whether you it an employer, or a
worker, you caxmot afford to be dis-
courteous to those with whom you come
In contact

"Courtesy la business pays bigger divi-

dends than any other single qualification,"
declared the head of one of the greatest cor-

porations tn, Chicago. " Courteous-treatmen- t

wins friends and patrons in. every line of
trade, and such customers become walking
advertisements of the store or Institution
where that sort ot policy prevail No bust- -'

nees cant succeed unless It TnaVea friends of
Its patrons. Friends make business, and
courtesy makes friends.

' It Is easy to be courteous) to a friend, but
the courtesy that counts' for moet is that
which is sccorded'strangers. little acts that
ebow consideration for persons with whom
one Is dally thrown In contact are most Im-

portant became the one who makes It a
habit to be courteous at all tones Is the
most successful employe or employer, as the
case may be. Perhaps more discourtesy is
shows In answerms telephone calls than In
any other way.

" Many times the person who answers e
call gruffly doe not intend to be- - discour-
teous, but the effect is Just the same on th
one at the other end of the line. A cheery
" hello " Is something every employer shod!
insist on from each employe who answers a
telephone call, and it should not be necessary
to call attention to it more than once.

" Courtesy should be practiced at tmif. in
the office, in the store tn fact, it should be
practiced all the time. You cannot be really
courteouij tn one pCace and tot tn another
It Is never considered senility to go out of
your way to do a favor for some one else.
Little acts of kmdoess are tbe ones that pay

the biggest dividends. They may not be m
the shape of Immediate rash, but they win
come in inr credit to you and? yoor em-

ployer.
" It is Just as evrnlail for an esapeoyer to

be courteous to those who work, foe htm as tt
is for his employes to treat customers with
consideration. Courtesy on the pert of the
toes engenders loyalty among wujs.ua. acd
that qualification is- absolutely necessary to
business success. Courtesy Is not so much
what is said, but bow It Is said. A courtesies
person can deny a request in such a way-a- s to
leave a better taste than scene other person
who grants it

" Courtesy is in reality an sppMratjon to
every day Hf e of the golden rule. anr Lord
Chesterfield gave an excellent """pt of tt
Then be said. Whatever pleases yon most
in ethers win infallibly please others to
you."

"You win find It Is invariably the oasa
that the men a the bead of big boExaees en-

terprises are uniformly courteous. This is
not as many people suppose. Efmpty a veneer
covering, but is a true Indication of their
real dlspoeltloos. True courtesy most be
genuine, and no other ktnd l worth eoceJder-tn- g.

It is a habit that most be amulred by
constant cultivation, and It wG& be beneficial
tn any Tine of business."

Hit the Mark.

m"W

(N) is driven through Just where these two
holes cross each other, so. the string (E can
run around it and up thoigh tbe hcl ik
in the trigger stick, as in the separate
sketches. These sketches show the trigse?
stick in detail and can be easily followed
without further description, earept that the
stick should- - be fairly loose in f-- hole tn
which It fits. In the barrel a notch (E) is
cut at the top to give room for tbe knot (K)
when the trigger stick is pulled down. The
trigger mounting is also shown In a separate
sketch.

WhentMs much is finished the side blocks
(O art put in place and tacked on to represent
the cjrKnder of e revolver, this covering up
all thd inside mechanlsmof thetriggrr work-
ing.

"Bullets" Made of Cardboard.
The rubber band runs through tbe hole (O).

aa shown, where It Is fastened with a wooden
wedge. The slot Into wtitch the paper squares
fit Is merely a little slit made with the point
of the knrfe. J corner ot the Httle paper
squares Is stuck In this slot These squares
are or fairly stiff cardboard about one-ha- lf

Inch square.
If desired yon can add also grip pieces as

at (H), after which the whole apparatus may-
be painted to suit your taste. The trigger
guard G) is merely a strip of tin. tacked tn
position as shown.

tsf&?a&s' v

$$7?-sgf- t mewtcoaf

sjjj

u

fe

--., G,ncAaSA gWjsyfgjjgij ffifotfr,..: ...fTgjfo,, ? nft .?Ufa!ti&itkililF'S4Z d


